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Marguerite Gong Hancock: That's great. Thank you, Brian, for coming today to the Computer History 
Museum for a chance to interview you. You joined NetApp early at the start of 1994. And I'm wondering if 
you would be willing to share some of your recollections about the early decisions that really were 
formative for the company.  

Brian Pawlowski: So let me go right back before I joined NetApp. Because the decision that I made to 
join NetApp was based on something that Dave Hitz told me that I think spoke volumes for the way they 
thought at the time.  

Employee 18, so there wasn't a lot of people there. They'd been shipping product perhaps for about four 
or five months, I think in July of 1993. I had been working on file servers and storage at Sun and doing 
benchmark development and created an industry standard benchmark with the SPEC organization.  

And because of that benchmark and it was public, I was doing a lot of advocacy for it. I had come across 
Dave and James. I had known Mike Malcolm at Sun. And Dave and I had become friends. And I'd been 
doing a lot of performance improvement work at Sun. And I had mentioned some things I'd been working 
on and how excited I was about the next generation of the OS that's coming out with the improvements it 
made.  

And Dave, in his characteristic way, was laughing-- he has a tendency to laugh into a sentence-- was 
laughing, (LAUGHING) that's really great, now, when are you going to go someplace you can really make 
a difference? And that was August of 1993. And Sun was, I don't know, 5,000, 10,000 people, maybe, in 
'93, something like that. I'm not sure how big they were. I had started there in '87.  

That actually-- I don't know if Dave knew it. He does now. I think I told him about it afterwards. It weighed 
on me heavily. As I worked at Sun trying to make better products that people could use in my chosen 
field, make their lives better, simpler, whatever, I dwelled on that. And Dave's message was, why don't 
you come to NetApp?  

And I ended up, actually, for a month in Alaska laying in the snow banks, looking at the aurora borealis 
and just staring at it up in the sky. It was very beautiful. And I came back and resigned at Sun and went to 
NetApp. Pay cut, of course. Start-up company, typical stuff. Not enough stock, everything But I went 
there. Because I was very passionate about what I'd seen in their product from a competitive stance.  

Hancock: Very powerful story about how you made your decision to come. And can you describe your 
role in some of those early decisions that came?  

Pawlowski: Yeah. So I was working on benchmarking and performance tuning, performance 
improvements on storage systems. The storage system at Sun was-- SunOS, or Solaris-- used as a file 
server. Whereas our storage system for NetApp-- Network Appliance Corporation at the time, [LAUGHS] 
NAC.  

The storage system at NetApp was just a storage system. It was a dedicated appliance. That was key to 
their entire approach to storage, and somewhat unique at the time. Auspex was there. And there were 
some other players that were doing storage systems. But they were monomaniacally focused on what 
they called the storage appliance that did only one thing, and one thing well. Right?  

And David and James brought me in to basically work on performance. And the thing was I had actually 
ended up at a customer site before I joined them. That was right before I resigned from the Sun 
perspective. And I'd seen their box in action at-- I think it was Synopsys, I want to say. I always get 
Synopsys and SynOptics confused. It was probably with Synopsys.  
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The competitive benchmark-- Auspex HP, Sun, and NetApp. And NetApp came in second after, I think, 
Auspex. I can't remember this one. It was kind of funny because Sun was in fourth place. And I got them 
back up high. But that was through some tuning.  

Their performance was already good for a very small box that had barely the capabilities of anything they 
were being pitted against. The processing power in all the other boxes was far in excess of what the 
NetApp product was. But this storage appliance concept and its focus on a system that did one thing well 
actually worked. It did one thing very well.  

And their performance was good. So I walked in there going, why do you need me to work on 
performance when you're already doing well in performance? What possibly could I add value here, since 
you already seem to have figured it out?  

Within a month, we were deciding to do a new hardware design. That's roughly my recollection of the 
sequence of events. I walked in. And if I recall correctly, I did a line count on the code. When I started in 
January 3 of 1994, there were 58,000 lines of code. That is a very small amount of C code and a little bit 
of a assembly language. Fairly well-structured, very readable.  

If this hasn't come up-- James Lau, not much into comments, very clean code. Dave Hitz tends to write 
novels in his code as comments. That was that stylistic difference I asked James about. And I said, 
James how come you don't put any comments in your code like Dave does? And James looked at me 
and said, did you find any bugs yet? [LAUGHS] I said, no. And he goes, then what's the problem? 
[LAUGHS] Very different people. They work well together.  

Anyway, looking at the performance of their system, I started doing standard tweaks and things that 
should have made their system go faster. And I had this strange effect going on. I made it respond faster, 
but could not make the throughput number nudge up at all.  

And I mentioned it to James. I pulled him aside. And I said, all these changes I've made in the past 30 
days, because I was looking at the way you were doing things, this should have just helped make the 
numbers go higher. I'm seeing improvements in response time. But I'm not seeing any improvements in 
the total latency.  

And he goes, huh, we've been wondering about that. (CHUCKLING) And I'm like, yes? And he's like, we 
think we might be bus-limited. That was the EISA bus-- E-I-S-A bus-- on a 46 platform they had pulled out 
of the NICE motherboard-- N-I-C-E, capital letters.  

And I guess this is where classic start-up company mode goes. You've probably already heard the story 
that Dave evaluated the motherboards at Fry's with a floppy disk, right? They didn't have much money.  

They weren't being funded. They shipped the product without any venture capital money, I believe. Right? 
So they did it with angel investors and stuff. It wasn't until they started selling stuff that the ventures-- 
Sometimes VC's have perfect hindsight. They decided to fund somebody making money.  

So in that flavor of approach-- we certainly didn't have money for what I needed to figure out what the 
hardware was doing at the time. And I, luckily, don't remember the vendor. But I got a demo of a bus 
analyzer from a vendor to use for 30 days to see if NetApp would buy one.  

And I gave it back to them after 30 days and said, “no, it's really not doing what we need it to do.” It 
figured out the problems. [LAUGHS] Eek, we didn't have $50,000 to spend on a bus analyzer. OK, that 
was a lot of money.  
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So but yes, I figured out that the bus was completely saturated and was never going to be anything other 
than that. And you heard the beginning of NetApp -- that they were supposed to be a software company.  

And then they figured out that they actually had to ship hardware. This led to the first in-house hardware 
design, in-house motherboard design. And that was probably a year and a half journey or so around the 
386 chip and the PCI bus, so very early adopters of large-scale PCI bus motherboard.  

So that's some of it.  

Hancock: That's really fascinating to get the details of the decisions.  

Pawlowski: [LAUGHS] I could go higher if you want.  

Hancock: [LAUGHS] That's perfect. And I won't respond as much as I normally would in a conversation. 
Because I don't want to be recorded as much as hearing you. So you'll see me visually respond. But I 
won't speak as much. Just if you're wondering, well, why isn't she answering me? That's why.  

Pawlowski: Oh, that's OK. And I could just cut things back, by the way.  

Hancock: No, it's perfect. That's great. So next question-- over the past 20 years or so, you played so 
many roles from that early testing, you said, to head of customer support to CTO, senior vice president. If 
you were to pick several inflection points for the company, what would you identify, and could you tell 
your role in those turning points for the company?  

Pawlowski: So the head of customer support thing was kind of funny. I learned something. First of all, 
being employee 18 at a company, and then growing with the company, you get to see a lot, learn a lot, 
and walk away with lessons of things. Staying there for 21 years doesn't allow you to apply lessons to 
anything else. But maybe they'll come later. Actually, it does come later into the FlashRay program.  

But one walk-away I had from-- if you have a head of customer service and you let them go, you'd better 
have a backup plan. That's just (LAUGHING) my observation walking away from that one and having a 
meeting after the fact and saying, what do we do now, is an odd way to go about it.  

But in the meeting, sat down and said, well, yes, we now need someone to run customer support. We 
were sitting there, Dave and James, I, Mike, I guess Brian Ehrmantraut-- I'm not sure who else was in the 
room. But it was a small group of people that got together. I don't think-- yeah, this was before Dan was 
there.  

And I raised my hand. So this is what happens a lot. So my history at NetApp was always, either 
physically or metaphorically, raising my hand. I think I physically raised my hand on that one. I was like, 
oh, no, no, no, no, let me do this one. Because I really wanted to see that side of the company-customer 
engagement and how it worked and what they did.  

I thought it was critical to understanding how the product worked and getting very close to it. And so I 
volunteered strenuously. And they all said, sure, you can do that. And I would say a fast-forward effect of 
this was we already knew we had to do a motherboard design, but we also had kind of off-the-shelf 
mechanicals.  

And my experiences with Tandem, with the system that they were having trouble with on a support call at 
like 1 o'clock in the morning-- I think we had pagers then, by the way-- [LAUGHS] and going over to 
Tandem at 1 o'clock in the morning and diagnosing why their box was acting strangely. It led to-- and my 
approach was-- it led to a redesign of our mechanicals and doing not only our in-house motherboard 
design, but a serviceable mechanical design.  
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So that meant hiring a mechanical engineer. For a company that started off being a software company, 
we quickly acquired people that did things with hard stuff, right?  

And Roland Jasmin was the mechanical engineer. And he did a design of a box that would allow faster 
service, so minimize downtime for customers and improve their customer experience. And the start of that 
fell out of my experience in the support organization, that and staging an upgrade of our primary 
production server, Maytag.  

Early on, NetApp basically put all of their business on this one machine which they called Maytag. They 
were all named after appliances. I like the Maytag one best, you know, the guy who's falling asleep with 
the telephone waiting for it to ring. How come he never gets a call?  

We were going to upgrade the motherboard. Because we had a little bit of a blip on a motherboard 
design. And we were going to replace it with what was going out in the field to our customers. So we're 
very much running our own stuff every time we upgraded something.  

When I was head of customer support, I basically did downtime. We had downtime then. Today, you don't 
really have downtime. Downtime brought the machine down. But I made sure I had an audience. And the 
audience was Roland Jasmin, whom we had just hired to consider how to do the mechanicals, to watch 
me, basically, in the end, fail to do an upgrade of the motherboard.  

Florence Chan was a tech pubs writer we had who later joined NetApp again to work on the FlashRay 
project for a second stint and basically designing documentation that makes products usable and 
enhancing customer experience.  

And so my support role was most impactful, in that I took it to break the walls down between the customer 
experience, the support experience, and the product design, and close the loop all the way back to the 
beginning through, essentially, probably what we'd call usability studies and stuff.  

So that was maybe a theme of how I got involved with different projects. When I was out in Europe when 
we were considering setting up a design-- an R&D site in Europe for a while. I went out there in May of 
1999. That was when I ended up getting involved with, and driving a lot of NetApp's engagement with the 
open source community and with Linux.  

Dan Warmenhoven sent me an email and said, Brian, can you explain to me why all of our customers are 
complaining about this thing called Linux and how it doesn't work? Because our support organization is 
falling over with all these support calls coming in. And can you just figure out what's going on?  

That led to me meeting Trond Myklebust, the Linux client maintainer, the NFS guy, and eventually 
NetApp hiring him. Eating sushi with Torvalds a lot, discussing just where this thing is going and what he 
cares about -- and making NetApp a little bit more aware of the evolving ecosystem in the customers -- 
how they were changing very much in what they were deploying in their data center and the problems of 
deploying a brand new open source operating system.  

[The answer to the support call problem] for NetApp was very simple. Customer walks in the data center. 
They look left, and they see a bunch of free software running on a bunch of x86 pizza boxes at the time. 
There's no one they can call there. Because they got it for free. They downloaded it. Then they look over 
here, and they see this storage box and this network appliance. And they've got support contracts. 
There's a problem. And they basically decided it must be the person they're paying money to. So 
essentially, NetApp was fielding Linux support calls. And it was bringing us to our knees.  
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We had to get the Linux client side fixed. So NetApp basically took an investment position in funding the 
open source community on the client side. So that's kind of, again, raise a hand, get involved, do 
something.  

Hancock: Say more about that. It's so important, really, this connection that you had. It's a theme of 
connecting both the suppliers and crossing the silos within the company. But this other one is an example 
of going beyond the company to the broader open source community. Can you give a little more detail on 
what that relationship looked like as you built it?  

[LAUGHTER]  

Pawlowski: Well, sure. A couple aspects of it-- one was, from my perspective, decoding, who's doing 
what with who in the Linux world in 1999? It was, who even-- I didn't even know what the Linux 
development model was. I couldn't tell a Linux kernel maintainer from a hole in the ground. So it was an 
educational experience, really fast.  

Find some guy's name associated with some of the NFS client code. And cold-call him an email from 
Amsterdam at the time to the University of-- Oslo, or the University of Norway in Oslo, one of those 
things-- to talk to a itinerant PhD student in high-energy particle physics named Trond Myklebust.  

And I asked some questions about, hi, I'm Brian Pawlowski from NetApp, and we're seeing some bugs in 
the code. And we've been wondering, hey, what's the deal there, kind of thing.  

And I learned very quickly what-- it's a lot more corporate now, by the way, I think, Linux, right? But in 
1999, it was, oh, oh, thanks a lot, I'd really love to work on that stuff, but I'm rather busy. And I'm like on 
the other end of an email kind of thing in Amsterdam late at night going, so-- [LAUGHS] you are the Linux 
NFS client maintainer. If you're not maintaining the Linux NFS client, who's maintaining it?  

And he's like, well, no one. But Brian, I have to eat. I wish I could find these emails. I'm, like, fingers off 
the keyboard, look, staring at my screen. (WHISPERING) I have to eat. He goes, everybody has to eat. 
What does that mean? [LAUGHS] Right?  

Yes I realize that. Oh, I'm sorry. I'm not following something here. He goes, Brian, I had a six-month 
graduate research thing going on to get money to allow me to eat in physics, which is where I'm getting 
my PhD. I do the NFS work as part of the fact that I need to create a grid of computers to do the research 
at CERN that he was doing. And he got tapped to do the computer work.  

He was the classic starving student, Linux open source developer, studio apartment in Norway, working 
in his free time while he was doing something completely different. And I'm like, this is what's standing 
between NetApp and success in the data center with major enterprise customers. I'm like, this can't be 
hard to solve. It cannot be that hard to solve.  

So I think I, like many other people, basically adopted a Linux kernel maintainer. NetApp did. We first 
hired him as a contractor, and then brought him on as an employee and completely protected this as 
their-- Linux people, this was a time when Novell-- I think it was Novell at the time, or Unix something-- 
was suing IBM for the rights to-- SCO was suing someone for versus Linux and copyright violations and 
whatever the hell else was going on. There was something going on here.  

Anyway, hiring open source people was like deciding to keep pet rattlesnakes, right? So we had to keep 
them away from the proprietary software, isolate them. So he was the first person reporting to me in a 
long time. And then basically just funding him so that when he wasn't doing his schoolwork, he could work 
on the SCO-Linux client stuff.  
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I found the whole thing rather fascinating. Just the little, tiny follow-on part of it was enough to keep heart 
very different from the corporate world I was growing up in.  

Trond came out to do some testing. And we flew him out to California to do some manifest testing and 
interoperability testing. And I said, if you want, you can crash over at my house, why not? And this was 
the start of a lifelong friendship at this point-- gifts to my daughter all the time and everything coming over 
from him and things.  

And he was sitting in my backroom of my house. And I was staring at this guy. And he's kind of Beavis 
and Butthead hair here and stuff like that. And he's a young kid and typing away at his computer. And I 
said, so what's Linus Torvalds like? And this guy looks at me. He goes, how would I know? And he goes 
back to typing.  

He wasn't the best communicator. And I know he's going to hear this. Hi, Trond. (LAUGHING) He was 
never the best communicator. And I was like, you are a Linux kernel maintainer. How come you don't 
know what Linus Torvalds's like? He must have been doing this on the other end of the-- as I was staring 
at my screen, he must have been staring at his screen in Norway, right?  

He puts his hands up and down. He says, Brian, hardly anybody's met Linus Torvalds. Linux development 
is completely distributed worldwide by a bunch of people working on different pieces of the code. It all 
rolls up into the main. Linus acts as the key maintainer and runs the head of the tree. We never meet. 
This was before Linux kernel [INAUDIBLE] started and stuff like that. We just participated. And I've never 
seen the guy. And I'm like, that's nearly insane. [LAUGHS]  

So I'm always good at guessing email addresses. I learned this from some computer scientist one day, 
Michael [INAUDIBLE]. He says, there's only so many ways you can form an email address out of 
somebody's name. And so I knew Torvalds was at Transmeta. And that's how I met Torvalds, which led to 
some more engagement with open source for NetApp over time and finding about Linux, in general, and 
stuff.  

But the subject line of that Linus Torvalds was, I come bearing Norwegians. Given that he's Finnish and 
there's this whole Scandinavian-Finnish thing going on, he clicked it through with a note. And I found that 
he liked sushi. I like sushi. We all like sushi together.  

But I guess I would go back and come back to what we're talking about, NetApp here. I think one thing 
that NetApp was very good at was simply fitting in with the way the world was, not wishing it was 
something different. Right?  

So strong respect for customer decisions-- customers were adopting Linux wildly. OK so let's figure out 
how to make that work. We're going to raise our hand to God and say, why, why, why? Right? So in for a 
penny, in for a pound-- we started funding Trond. Then we started funding Linux more and more, in 
general.  

And we actually built up a team working on Linux at NetApp that was doing open source programming 
and contributing to the community to help our customers. And I think this is quite a theme that was 
NetApp at its best sort of thing of embracing that change-- not only embracing it, but going whole-hog into 
it-- and not arguing about whether this makes sense, just doing it. and I think that continues, still, there 
today.  

And then I would note that-- you know, what goes around comes around-- FlashRay was built on Linux. 
I'm not tripping the GPL wire. It runs in user space and has some new features in Linux that allowed us to 
do that. But later on in life, the circle of karma brought back Linux as the core of a product that was being 
newly developed at NetApp  
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So it's interesting how this all plays together. I think that relationship and that knowledge and that 
embracing of what's going on outside of our own product lines in the broader ecosystem, I think, helped 
us.  

Other large companies do this. So IBM does everything, right? They're very big. So they touch everything. 
I think it's less usual for a smaller company like NetApp, particularly in a focused space like storage, to 
take a broader interest outside into the ecosystem stuff.  

There was always this phrase that we wanted to punch above our weight. And I think that was part of it in 
a small way, highly leveraged investments.  

Hancock: Fascinating. Thank you for telling that story, and then also playing back and drawing out some 
of the lessons. You said something like, a company you see when it's successful. I'd like to now turn to a 
time when NetApp up faced some headwinds, which any company does, whether they come from within, 
from competitors, or from the changing technology and environment.  

Could you pick a particular time when NetApp faced some serious challenges? And how did the company 
or the team respond to that? And what insight could it give into the company?  

Pawlowski: This has probably been talked about in the other sessions. The 2001 timeframe, the dot com 
crash, there were lots of things in there that one could muse on. The biggest thing was-- [LAUGHTER] 
sorry-- was hitting $1.02 billion.  

So Dan achieved his life goal kind of thing. I think it was $1.02 billion, just past a billion, and then 
dropping down to $798 was the number-- do you remember this one-- the following year, so I think a 20% 
drop in our revenue. I think it was $782, $792 maybe, something like that. It was a funny number in there.  

The remarkable thing about that time was that it was probably a time when you could say NetApp was at 
its finest, in that, (LAUGHING) as Dan explained to me-- I'm an engineer-- as Dan explained to me, Brian, 
we lost 40% of our customers' (LAUGHING) revenue from the previous year. We had to make it up 
somehow.  

So everybody kicked into high gear. Everybody, I think, across the company focused on essentially 
slowing the descent and turning it around. So by all rights, if we had not adapted and not changed 
radically, then-- by the way, from a near doubling, right up until the crash of our revenues year-over-year, 
I think a bad year was 91% increase year-over-year of coming, I think, when we went from $500-
something million to $1.02 billion, it was like a 91% growth. And it was insane.  

And by the way, I came from Sun. Sun was going through that stuff when I was there, too. And so I'd 
seen it before-- been there, done that kind of stuff. But (LAUGHING) I had never been an early employee 
watching from the start. That we didn't fold and didn't collapse, that we cut short the fall, reopened new 
customers, I think spoke volumes for the leadership. Steely-eyed, right?  

Our finance people, I always had very close relationships with the CFO's. They were Mike McCrawski, 
Jeff Allen, Steve Gomo, and now Nick Noviello. I don't think I'm missing anybody, am I? The enlightened 
fiscal conservatism, they didn't stuff money in mattresses.  

They figured out how to invest money, whatever we had, in the things that would move the needle in 
NetApp's growth and control expenses to basically ensure that we had the funding for that growth. So that 
fiscal discipline, I think, came into play very strongly at reducing the impact of the dot com crash and the 
loss of our customers and businesses.  
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Our customers were struggling, too. We didn't take this personally. And basically, the acquisition of new 
customers-- I think we transformed NetApp and turned this from a high tech internet ISP tech apps thing 
into an enterprise player. I think it was a forcing function that transformed the company.  

And that immediately led to the start-up of the SAN project to basically penetrate the enterprise more 
readily into different applications and different architectures where now people were deploying storage. 
So it's a trite thing to say, but we took a whole pile of lemons and made a gigantic bucket of lemonade out 
of it. So yeah, it was really cool. And I'm sure the other guys have talked about it, too.  

Hancock: Well it's remarkable, this double or die, then this meteoric growth, and then this precipitous 
drop. And then what? One of the factors that people point to to say what enabled that Phoenix rebirth was 
the culture that was there. And as an early and long-term employee, you've helped create so much of that 
culture.  

I think I've heard about Bagel Days and NetApp Buddy program, engineering beer bash. Can you share a 
couple of examples or stories that illustrate how that culture came to be and how it's evolved?  

Pawlowski: So by the way, good artists copy, great artists steal.  

Hancock (LAUGHING): OK.  

Pawlowski: So the NetApp Buddy program, by the way, just for grins, just for a mention and a call-out to 
Sun, when I started at Sun, I was assigned a Sun visor. Kind of a cute name, right? So I'm not in 
marketing. I couldn't come up with a cute name. But we were growing fast.  

And my Sun visor was a peer-- not a manager, a peer-- who basically just helped you survive the first few 
days in a hectic environment in a rapidly changing company. And we ran into the same problem at 
NetApp during the hyper-growth phase. It was, how do you bring in-- and I was watching it.  

Do I have new employees start? Everybody knows what they're doing. Person walks in the door, and 
things are flying past them, and the incoming is far exceeding what they can understand.  

By the way, we didn't have Wikipedia, wiki pages. And we didn't google the answer to everything at that 
time. Because I think the Buddies were created in '96. But I modeled it on a Sun visor program. It was 
that person that you'd go to.  

And you can cover anything from, how do I build the product? And who's that guy over there with the 
strange-colored hair? [LAUGHTER] And why is he ranting at me? And then, what is with my manager, by 
the way?  

So it was the, make the world a smaller place, kind of concept. And NetApp was very, I think, open to 
maintaining a-- how do I say this-- collegial, a smaller kind of environment where people actually knew 
each other.  

I still cannot figure out how we did it. But I would be walking down the hallway with Warmenhoven. It 
didn't matter what building we were in or where we were, if we were in one building or multiple buildings, 
walking down the hallway, somebody's walking towards us, and he called them out by their first name. 
We don't wear badges and stuff like that with our names on them. And he says, hey, how are you doing? 
What's up? This happened with everybody. I can't remember my kid's name sometimes, right?  

And it was very much an example in leadership and a leadership by example coming from the executive 
staff and things at the time that, I think, permeated the culture downward of making it a much more 
smaller place, an approachable place, a place where you could contribute.  
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So this is sort of funny. I don't think you had to go corporate or go-- you contributed by bringing yourself 
and your ideas in, and then taking advantage of the environment of what was there. So  

I know we talk a lot about-- I'm at a new company. I know NetApp talks a lot about this culture. And they 
try to write it down and stuff like that. I think a lot of it was the people and the leadership and just the very 
strong sense of integrity.  

"Winning with honor" was something that was often said in many meetings. And I think that just set a tone 
for a lot of how people came in-- very positive, very collaborative, working together towards a goal.  

Rob Salmon was here. He must have mentioned "one team" more than once, maybe. [CHUCKLES] Just 
going back a little bit to the dot com crash thing there. No one group could've turned NetApp around and 
emerged from that, and then continued growing to become an even larger company-- phenomenal sales 
force, engineering cranking out new products, new features for new applications, coming up with new 
innovation, trying to get that out the door, finance, essentially, managing the--  

Did Dan tell you his model for companies? He'll probably never repeat this anymore. But he once stood in 
front of the company and said, look, guys this is really simple. Engineering produces products. 
Salespeople sell it. Any questions? [LAUGHS]  

Now, you have to understand there's other people in the room there. I'm sitting there going, support, 
marketing, f-- and he goes, OK, finance counts the money. [LAUGHTER]  

I later on asked him about that. And he says, perhaps that was an oversimplification. But the pieces did 
have to fit together. They did have to work together. And all the players had to come into place and make 
it work. And I think that was a very strong cultural aspect in this one team thing, was very important, too.  

But again, it came from the leadership. One of my bosses was Manish Goel, who's now the head of 
storage at HP. Good for him, senior vice president of storage. Manish Goel, he graduates, or whatever, I 
don't know.  

Anyway, no, so the two largest components of the company, which I think Dan was trying to say in one 
sense, was engineering, R&D investment, and sales-- field operations, right? And I watched from the side 
Rob Salmon, when he's head of sales, and Manish Goel, head of product operations, talking between 
themselves, deciding who was the most appropriate to get the bigger share of the investment in the 
coming year, not fighting over scraps or trying to claw some money into their organization, but actually 
tag-teaming, essentially.  

There was a year that we had to make some investments in R&D. We really had to get some things 
moving faster. And Rob took a hit, I believe. This was several years back. Rob took a hit in field 
investment and said, I'll make it up, don't worry about it. I can handle this. You just get the products out, 
because we need those products.  

Rob needed feet on the street. And I need to increase the number of people out in the field. He says, I 
don't have to grow that much this year. There was, at the top leadership level, they just worked together. I 
think, again, NetApp at its best was when that collaboration just came down to the people and stuff like 
that. So the cultural stuff-- hard to write up, but not hard to see.  

Hancock: I'd like to ask-- this is so interesting the way that you've articulated this. There are those seven 
corporate values. But what you're talking about is something--  

Pawlowski: I don't know what they are. [LAUGHTER]  
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Hancock: really so much deeper, right? It's at the tissue of how the organism works. You've mentioned a 
couple of phrases. There was "one team." There's "fighting above your weight." Were there other 
concepts that, in your mind-- "winning with honor"-- are there any others that embody how the culture 
actually worked or what you think defined NetApp at its best?  

Pawlowski: Yeah. And by the way, those phrases were the ones that-- they came out of Rob Salmon's 
mouth or Tom Georgen's mouth. And I can't remember who did the "punching above our weight" one. 
And to me, they encapsulated in a pithy way something.  

The one thing that Mendoza has said a lot in the past-- the one thing he said one time that completely 
struck me in a way that rocked my worldview was he said that, the times don't make a man, the times 
reveal a man.  

And I think about things like that and the transformation of NetApp over the dot com crash and stuff like 
that, that it very much revealed who we were at the time. And we rose to the challenge of that revelation, 
so to speak.  

And again, I can draw a line from Tom Mendoza and his influence. This is a funny thing about the culture 
stuff. So I really don't know what the seven are. [LAUGHS] It's not a piece of paper, right?  

It's in the same way that I could point to individuals-- John Edwards's FlexVols. Blake Lewis and Ling 
Zheng did deduplication. Stephen Manley had a big hand in the SnapMirror work, as Mike Federwisch 
did. Innovation isn't something that happens-- it's not a groupthink thing, OK. It's group-enable thing. 
There's no doubt about it. But there are individuals.  

This is the thing I think I saw from Dan-- NetApp is comprised of individuals. It's not just a faceless 
corporate culture thing, right? And in the same way that, like you set on the NetApp Buddy thing and 
pointing at me, I can point at other aspects of NetApp and see the influence of people that had been 
there, and then their attitudes and how they viewed their attitudes coming into the company and stuff like 
that.  

And so I think NetApp very much was-- it's not lucky, obviously, perhaps, but very-- I want to say, gifted, 
something, with leadership and the right people at the right time very often. But you make your own luck. 
That doesn't just happen.  

By the way, if I had to pick one person to say what made NetApp what it was in the end, I would say 
Warmenhoven. I don't see how we would have ever done the things we did without him. He was like the 
linchpin of it.  

Hancock: And why was that?  

Pawlowski: He had both the business chops and the good taste and the people skills to take a good 
company to a great company. Dave and James and Mike founded the company. If they didn't start it, then 
there would be nothing to work with.  

But Warmenhoven, boy, I don't know how he did it. He made it look easy, by the way, from my 
perspective, like he had done it before, almost. But he hadn't. But he certainly made it look easy.  

So a maturity of business sense, of value system around customers, and, I think, humility. We were 
talking before the cameras went on, right? He had an all-hands one time. (LAUGHING) I remember three 
all-hands.  
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The early one, when we were in the small cafeteria in the building on Bernardo-- not the two-story one, 
but the one-story one-- and he looks around the cafeteria. And he says, are there any salespeople here? 
And we're all looking around. And he goes, good, they're not supposed to be here. They're supposed to 
be out selling. [LAUGHTER]  

It was just perfect. Very simple things going on here. I get nervous when I see salespeople in corporate 
offices now. (LAUGHING) But anyway, he, at the time, was standing in front of a larger crowd. And we 
were growing and stuff. And we were very successful. And he was calling out our success.  

And he says-- I don't remember the exact sequence of words-- but he said, don't ever think that we 
deserve this. We're not entitled to win. We're not entitled to this success. We have to earn this every day.  

We have to earn it with our customers' trust and our customers' dollars every day. This is not something 
that is a given. This is something that could disappear as quickly as it came about if we fail to do the 
things we need to do to be successful.  

And I think he brought a-- there's a humility in there. Like, hi, we're NetApp, we work for a living, aspect of 
the whole thing. They didn't get complicated in this regard. I thought that was important.  

The other thing I remember, one time he said-- he had another all-hands-- well, it might have been the 
same one, but I think it was a different one-- all-hands where he did a trick. I didn't like it. He said, so 
we're here to work, right? And we're all sitting there going, (QUIETLY) oh, yeah  

So, sometimes it's not the best thing. Sometimes you're not going to look forward to it. You're going to 
have to go out there. And you're going to be doing stuff you don't want to do. And that's just the way it is. 
That's part of the success.  

He's standing on stage. And he goes, are all you people crazy? He said something like this, he goes, if 
you're not having fun, there's no way this is worth it. (LAUGHING) So if anybody in this room is not having 
fun in what they're doing and enjoying their job, then they need to rethink why they're at NetApp. Because 
this is your life, OK. And you'd better be enjoying it. Because the things you're being asked to do had 
better have something in it for you.  

So it's just this thing about him. It spoke to me. So again, people, right?  

Hancock: People, people and the leaders, thank you. So NetApp's been voted best place to work for 
many years. And some people think, well, there's a Silicon Valley culture that facilitates success. In what 
ways does NetApp reflect or embody a Silicon Valley culture? And how does it stand apart from all these 
other companies, especially as it's gone global?  

Pawlowski: So the funny thing about the great places to work stuff is that every time it was covered in the 
media, they asked for some employees to go out there-- for reasons I don't understand, we have a putting 
green outside the building for-- "we," NetApp, when I was there-- they still do-- putting green outside the 
building for us.  

They wanted people to putt golf balls. So the local TV station would come over and do this stuff. And 
hitting golf balls? I never saw a person hitting a golf ball there except when the camera was there. So it 
was, can somebody hit a golf ball? Yeah, sure, whatever. It's very funny. So it wasn't that. [LAUGHS]  

Hancock: I guess I'm trying to get at that there are a lot of companies here in the valley that espouse 
essential culture that enables them to be successful. What do you think it is about-- and to what extent 
does it reflect the valley culture? And where does it stand apart, NetApp?  
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Pawlowski: So I was going to say that it obviously wasn't the putting green. Again, I think when NetApp 
works on all cylinders and when it's working for the employees, it's a place that-- I'm mostly in 
engineering-- it's a place where you can grow your career, innovate, for an engineer, create new things, 
and, most importantly, connect with customers and impact other people's lives.  

It's that ability to, at least very much from the engineering perspective, the ability to essentially be able to 
be an engineer. And nobody's stopping you from-- how do I say this-- nobody's stopping you from 
pursuing the career you chose and actually encouraging you to do it and helping you succeed at it.  

I think similarly in finance and things like that, I think there was a strong culture within finance for cross-
training people and expanding their skill sets and keeping it interesting. It was that part of recognizing the 
individual development and providing an environment for essentially achieving personal goals that 
basically made the corporation successful.  

I think that was a strong part of the culture. And again, it was the respect for the individual and respect for 
the person and realizing that people are different. By the way, HR kept trying to train me in this, people 
are different. [LAUGHS] But no, they were motivated by different things. They were very intent on trying to 
recognize that, that different people are motivated by different things and having a flexible kind of 
environment.  

Again, I just remember a conversation walking down the hallway with Dan one time, saying that he 
wanted NetApp to be a company that a lot of different people could achieve their goals, their personal 
goals, and be successful. He wanted it to be that sort of place that-- because NetApp does have a strong 
presence, I think.  

But I want to say it's not oppressive. You're not a square peg being slammed into a round hole. It kind of 
works around you a little bit. It's easier to fit into because it helps you fit. And it fits into you. How do I say 
this? You could be yourself.  

The conversation I had with Dan was-- and I think at the time I had long, purple hair and seven earrings 
and three earrings and stuff. I was going through a phase. And yeah, we were talking about fitting in and 
what it was like. And again, coming from the top, just this acceptance of, people are different. I think that's 
sort of a relaxed thing.  

I'm always now curious, by the way, about companies that have-- I still hear it occasionally-- companies 
have dress-down Friday. And I'm like, dress-down Friday, what a concept. I don't remember-- actually, 
(LAUGHING) we sort of dressed the way we wanted to anytime we wanted to.  

So it was a place where you could be yourself. Very importantly, though, common thread was that-- duh, 
again, going back to Dan-- one thing, Dan strongly believed it, was that the more employees understood 
of the business and the challenges, the more effective they could be in their jobs.  

So our all-hands were very deep, as much as he could go without violating SEC rules, into explaining the 
business, the challenges, and the opportunities to everybody, top to bottom. It was just common 
knowledge. I had never worked at a company, really, that had that type of interaction with the employees.  

It was very interesting. Because I actually was hiring someone for a program management role, a 
business kind of person for me, when I was CTO. And they said, well, one of the things I want to do is to 
learn more about how companies work and the financial aspects of it and the business aspects of it.  

And well, I was on the phone. And I just started groaning. I'm like, oh, no. OK, well, if our quarterly all-
hands aren't answering your questions, send a note to the CFO. I think Steve Gomo was CFO at the time.  
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Send a note to our CFO, Steve Gomo. Ask him for some time. Say you wanted to talk and learn more 
about how NetApp works from a finance perspective. And trust me, Steve will tell you way more than you 
want (LAUGHING) to ever know about our company and how it works. He was pretty excited when 
people asked him questions about finance.  

So I assume there's a type of company that doesn't last long, where everybody's having fun and they all 
have their own personal space and everything else like that. But again, Dan never got confused that this 
was a business. We had customers that gave us money. And they really deserved everything we could 
give them.  

And I think that blending of personal goals, personal fulfillment into basing the successful business, and a 
very well-run business, and getting the right products out to customers and having salespeople and stuff 
like that were, I think, the most important aspect then.  

Hancock: Well, thank you. Let's turn now to some discussion about innovation.  

Pawlowski: OK.  

Hancock: And the decision to enter the SAN market has been cited, you mentioned, as a key inflection 
point for the company. What can you share about the shift? How was the decision made? How was it 
received, both internally as well as externally? And then how do you look at the impact as you now look in 
retrospect of the impact of that decision?  

Pawlowski: Let me try to keep this tighter. Because there's at least three or four things that are curious 
about all this. Success is a two-edged sword. NetApp had single-handedly created a new market 
segment called NAS. They defined the term-- Network-Attached Storage. It was meant to be NFS and 
Windows Networking File Sharing.  

They convinced the analysts to start covering the market, and then were listed as the leader in that 
market. And this changed the way a lot of people viewed storage. Dave Hitz did a tremendous amount of 
evangelism around this, both internally and externally. And it was what NetApp used to grow to $1.02 
billion I hope that number's right. I keep saying it.  

So a theme in my life at NetApp was-- I learned the word "change agent" at some point in my career 
there. But it was decided that we actually had to expand our market after the dot com crash and that we 
had to do application capture. There was a Valentine story in here, I'm sure. You heard about the Dave 
Hitz and the, do you have something against taking people's money? Yeah, OK.  

So anyway, Dave was, I think, a bit struggling over this. Because it did come up again. And I was a lot 
less dogmatic about this, a lot less religious about this. So one thing that I'm known for is that I actually 
was at Sun Microsystems that created NFS. And I was this second generation NFS architect over there, 
NFS developer.  

And so the thing that NetApp was making money on was actually originally developed by Sun, the 
protocols. And I had worked on the second generation protocols that exploded the NFS into a larger 
presence. I felt I had a moral position that other people didn't have. Because I would stand in front of 
engineering and say, by the way, I am one of the architects of NFS. And trust me, it's OK if we do SAN. 
Get over it, OK?  

Because here was the problem. One of the biggest hurdles-- and I had never considered this, that 
success could be a very bad thing in some ways-- is when you want to do something entirely different. 
Dave had firmly convinced everybody at NetApp that we were right. NAS was the one true way to do 
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things. And it was better than SAN. Completely successful in convincing the entire company about this, 
seemingly.  

So they said, we need somebody to run the SAN product. I had just come back from Europe. Oh, no, no, 
no, let me. And I absolutely, absolutely wanted to tackle this one. Because I wanted to do it very 
differently than anything that had been done before.  

And by the way, me doing it is like-- I don't do anything. And I actually just get bright people together, and 
then nudge them a little bit. But they all do the work, and I look good.  

But again, I got to do it. And it was frustrating. It was frustrating, fighting an uphill battle occasionally. 
Because I had people telling me, but NAS is better. I'm like, it doesn't matter. Really, it does not matter. 
But NAS is better. [LAUGHING] Honest to God, it was like a broken record. I was like, are you in a fugue 
state now? Can you just stop repeating that to me, please?  

And so we came out with the SAN product ONTAP. And this changed the company a little bit. But it was 
against a lot of internal resistance. Never mind when we got the product done the external acceptance of 
the fact of, but you're a NAS guy. (LAUGHING) Honest to God, it was like-- [GROANING].  

But OK, first engineering. Then I'm on a road show with a bunch of people, product management 
introducing the SAN features in the field. Sales, SE's, the engineers in the field, are going, but we're a 
NAS company. I'm really good at talking to a person once about something, discussing something. 
Second time, no, I just go, OK, the discussion is over.  

So I recall saying during the SAN project, either help me or get out of my way, to someone that was just 
having a prolonged discussion to me about whether we should do SAN or not, whatever. And I said, I'm 
not trying to-- I don't feel the need to convince you of it. But I suggest, really, don't get in my way on this 
one. Because it was something we had to do.  

Got the product out. We did it differently than other people had done it before, I believe, very differently 
and innovative around it and stuff. But--  

Hancock: Pick after that just what-- if you were to pick out a few things about what really was at the 
essence of what was innovative and what you did that was different.  

Pawlowski: So we took ONTAP. This is problematic in the future. We took ONTAP. And we used it as 
essentially a virtualizing engine to completely virtualize SAN storage, what is known as LUNs and Fibre 
Channel access, completely virtualized it on top of WAFL and immediately derived the benefits of WAFL 
of having zero-cost snapshots, snapmirroring capabilities, the ability to do disaster recovery, leveraged all 
of it.  

And I can't member who came up with the phrase. Our marketing people came up with the unified storage 
mantra and started marketing unified storage. And I used to say to customers, look, all we want you to do 
is sleep at night. You're not making a life decision here when you buy storage.  

If you buy our storage and you're running Fibre Channel SAN and you decide, oh, my god, I've made a 
mistake, I really should have gone with NAS, flip the storage into NAS. It just simply works.  

And so that flexibility and that peace of mind, I was telling customers that, you could use this. And also, 
the whole thing became, since we're using, we evolved into this data management story that is not only 
unified storage, but unified data management-- the same mirroring protocols, the same snapshot 
capabilities. Integration of the application, either over SAN or NAS, would go in through the same 
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mechanisms that allowed checkpointing and application recovery points. And you could use storage, 
then, as an infrastructure.  

And I think this really came to the foreground quite a bit when we started attacking the virtualization 
market. And people either wanted to put virtualization over Fibre Channel, iSCSI, or NFS. And we were 
very much proponents of NFS. I still think NetApp wasn't shaking the NAS history, OK. and that's not a 
good thing.  

But we were able to fit into whatever the customers' required environment was as virtualization exploded 
through the datacenter. And that ability to be a common infrastructure underneath the virtualization, and 
then as Microsoft entered the market with Hyper-V with different requirements around, different 
preferences around, what underlied their virtualized infrastructure, being able to provide a common 
underlayment and a common infrastructure became a very strong aspect of, I think, NetApp's competitive 
position and ability to integrate into how customers managed their applications. There's a lot of freedom 
of choice there.  

Hancock: So I'd like to pursue this theme of you being a change agent in the company, and also 
innovation and not just one generation of innovation, but another disruptive innovation to now fast-forward 
a little bit to talk about your role in, essentially, what I understand as to be a new storage platform as a 
start-up within the company, FlashRay. Can you talk about how your team and tools and technique and 
development, all those things came together for that project? And what do you think that legacy is that 
you built around FlashRay for both within NetApp, and then [INAUDIBLE]?  

Pawlowski: So it's still a work in progress. So I'm not sure what the legacy's going to be. I could tell you 
how it happened.  

Hancock: OK.  

Pawlowski: Starting somewhere in May of 2011, there was a meeting with my boss, Manish Goel. He's 
now the SVP at HP Storage. Manish Goel, Eric Hamilton, Peter Corbett, and I were in the room. And 
Manish would often curl up with his technical directors or architects, chief architects, or whatever. I was 
CTO at the time.  

And Manish was, and remains, a very bright person. He was the head of product operations. And he said 
to me, Brian, there are a lot of companies out there doing all Flash arrays, complete solid-state storage. 
And I'm very concerned that, because they're doing this, they're developing a set of intellectual property 
patents that, five years from now, we're going to be fenced-in from any movements within the solid-state. 
What's our answer there?  

And I'm like, I have no idea. [LAUGHS] I was not a very good CTO. And he wasn't so much saying it as 
his voice was raising in the room-- Napa conference room, 3.2 Java.  

Anyway, but we began to look very hard at what that might be. And this did come from Manish. If he got it 
from someone else, I have no idea who it would have been. But NetApp was somewhat against doing an 
all-Flash storage solution. There were several camps within NetApp. And many of them were against an 
all-Flash, solid-state storage solution.  

But for the life of me, I couldn't figure out any flaw in Manish's logic that led to a fear of being left out. So 
the problem that most people-- the simple way to look at this is that Flash is still too expensive to deploy 
widely for most applications.  
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So the predominant solution would be hybrid storage, hybrid spinning disk and a little bit of flash. And 
that's true, except it's an oversimplification of what later started happening of being the impact of Flash on 
applications.  

As customers saw the benefits of a phenomenally improved response time, predictable service levels on 
applications that they couldn't achieve with hybrid or disk-based systems on some targeted applications, 
initially, it started to go broader faster.  

There were two analyst firms and an analyst suggesting in 2012 that, by the year 2017, the all-Flash array 
market was going to be $2 billion, $4 billion, or $7 billion. We're somewhere near the $2 billion run rate 
now.  

The only person that was right was this guy whose name I forgot, who was considered a lunatic, saying 
it's going to be $7 billion of pure solid-state storage in 2017. He looks like he's the one that's going to be 
right.  

So there were other factors going on. And I think the other factors that were going on were that they were 
noticing that their businesses were running faster, they were able to find more applications that benefited 
from the speed. Real-time analytics, or near real-time analytics, were made capable by just getting rid of 
the spinning disks and going to solid-state. And the adoption happened faster. In one sense, Manish was 
eerily right.  

So in 2011, that's when the yelling started. NetApp looks at acquisitions. And we were looking around to 
see if there was something that we should acquire and stuff.  

I think the net result of that was that we saw lots of good things out there. But most of them were not of 
interest to us, or not within, I would call, the way we thought about storage, NetApp DNA, the importance 
of zero-cost snapshots.  We had already gone over into clustering with ONTAP 8-- that was the 
Spinnaker acquisition-- decisions around virtualization and storage virtualization, and then simplified data 
management. I think those things were like the strands that made our products what we were.  

And acquisitions are always tricky. You get the company. And then you-- it seems to be the way it goes-- 
you get the company. And then you spend a bunch of time trying to fit it into the way your other products 
work, if they're going to play together. Then the people leave that you acquired. And then all of the 
sudden, you have a bunch of technology without the brain trust and stuff.  

So we decided, based on the lack of interesting things going on or the unavailability of what we wanted to 
essentially do was a start-up within NetApp-- that started May 1, 2012. So just a few days ago was the 
third anniversary.  

Here's where it gets kind of interesting for me, at least. I was the CTO. Manish Goel said two things-- I'm 
not going to do this without an architect. If I can’t have an architect for the product, why would I start this? 
And who's going to run it? And I said, let me run it. He goes, you can't run it. You're my CTO. And I was 
like, but Manish, (LAUGHING) let me run this.  

Steve Kleiman, the chief scientist, stepped in. And he pulled me aside. He goes, you really want to do 
this? Because on a ride down to Monterey about the SAN project-- we had his car with the top down, 
yelling. We had this tendency to yell on highways with the top down on his car. And it's not even only 
because the top's down, because we're usually disagreeing on something.  

And we're going out to Monterey. He was going to talk on a panel. I drove down with him. And I said, just 
let me do it, Steve, on the SAN stuff. So again, he pulled me aside. He says, you really want to do this? I 
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said, I really want to do this. Because I had an idea of what it should be. And Steve had talked to Manish. 
And Manish accepted that he would need a new CTO.  

And then this is where it gets interesting. Manish and I worked very well together. The yelling was always 
with a point. And it never got out of hand. And he likes Bordeaux. I like Burgundy. We agree to disagree. 
But we did agree on the threat around this. And I think, perhaps, we agreed more than anybody else did 
about the potential threat. And it frightened both of us by that time.  

And he said, I need an architect and I spent a week…and I came up … I said, I can't give you one name. 
It's a complex product. But I have three names. And I need these three people. And they were three key 
people that I was going to yank out of various positions within NetApp.  

This, once again, endeared me to my peers and superiors. I think somebody remarked, you can't do that. 
And I said, yes, I can. Well, it was a heated phone call. And I was like, yeah, I'm sorry. But this actually is 
going to happen. And there's nothing you can do about it, so you might as well just get on board with the 
program. Because I actually thought it was that important.  

And we left the building. And I grabbed a product manager and Ursula, my admin. Because the first thing 
I needed to do was find facilities. And all the sudden, I found myself in discussions with facilities people 
about what type of facilities I wanted. And I was like, no, no, no, no, I need to worry about what kind of 
product we want. He goes, no, no, you need to be working with facilities. Ursula! And so she became the 
facilities queen.  

But May 1, 2012 we walked out the door. Manish Goel said two things to me. He said, don't come back 
until you have a product, don't do anything we've done before, unless it helps you achieve that. That was 
the sole input I got before I walked out the door and into in the shipping and receiving building with four 
engineers to begin with and a product manager. So a phenomenal, phenomenal level of trust.  

And I said, so, you know, all these things, corporate things-- he goes, don't worry about that. I'll cover all 
of that. You just get me a product. And we were still NetApp employees. We didn't do the spin-in thing 
that Cisco does. I somewhat regret not doing that. But it would've been a complicated entity to set up.  

The regret part was that some serious talent came across the radar screen that was looking for a start-up 
opportunity or similar with equity upside. And that was something that couldn't be done in any big way. 
We were able to do something a little bit on some options and stuff, RSUs for some key individuals. But it 
was nothing like a start-up opportunity.  

But we went into a building. And we just started working. I guess I should mention right now that the 
reason I always want to do these things is that-- I call myself pathologically goal-oriented. It's very difficult 
for me to think about not shipping something. I like the end game, or what the product's going to go out 
as.  

It's kind of funny. So we started with four engineers and a product manager on May 1, 2012. By July, we 
were 22, 24 people, something like that, towards the end. Manish actually looked at the price from a 
NetApp culture thing, providing opportunities for NetApp employees. And we set a target of 50% internal 
transfers and 50% external hires. Give people career opportunity growth internally. And then bring in 
fresh ideas. Because this is the only way we're going to actually produce the product we would need to 
do. And it was a theory.  

It was a frustration of mine that-- the last time I looked at it, I was 64% external hires, 36% internal. I felt 
like I failed. But I would observe something. I heard stories, (LAUGHING) after the fact, that the Cisco 
spin-in model caused a lot of tension within Cisco, creating the entities going out and providing this start-
up opportunity that was eventually going to come back within Cisco.  
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I'd heard after the fact that caused resentment within Cisco. The flash FlashRay program created a great 
deal of tension, a stress in the system. While Manish Goel was at NetApp, I was buffered from that. I 
didn't have to worry about it.  

And that allowed me to focus a lot. Because the challenge we'd took on was pretty big. We started with a 
blank sheet of paper and decided what it was we could do and not do and what our goals had to be. And 
Jeff Kimmel, Rajesh Sundaram, Blake Lewis-- freaking brilliant. I just unleashed a whole bunch of ways of 
looking at things. I jumped in with a strong desire for leveraging Linux. I always wanted to solve the Linux 
GPL issue in a product for NetApp, and basically used Linux as an underlayment for it.  

Torvalds was laughing at me about that. Because we couldn't actually use Linux, per se. We could just 
use it as like a bootloader. We couldn't use the drivers or anything, because everything's GPL'd. He said, 
so what's it going to do for you?  

But what it gave us was a tremendous leverage of a system that ran on any platform we chose to work 
with. We could use it for low-performance cut-throughs on existing hardware. And we do hardware tests 
and stuff on it. It's just this ubiquitous presence on anything we wanted to play with and hardware that we 
wanted to test out. So we could do a bunch of things that gave us a development environment and 
capabilities for development.  

[LAUGHTER]  

Manish said, don't do anything we haven't done before, unless it helps you achieve goal one. I think 
everyone should always very carefully consider what they tell me to do. Because I am absolutely listening 
very hard. So tool chains-- completely different from what NetApp was using.  

The test/QA automation environment was done from scratch by some extraordinarily talented people. 
Sonderpuhl, a Dutchman, was leading a lot of that. And everything with an eye towards just-- oh, and 
then we did agile development, which a lot of people were skeptical about for a large system project. And 
that was where I ran into one problem, by the way.  

The people that came in from the outside, they had made a wrenching decision to quit a job. Quitting a 
job is not something that-- it's right up there in the stress level things right? I saw this chart once, you 
know-- death of a spouse, death of a guppy kind of thing, and then quitting a job. And quitting a job is a 
wrenching experience. So these people came in with the expectation of a great amount of change. The 
people that transferred over internally were actually expecting it to be very similar to what they left. And 
when they came into, first, building 15, and then we got 46 people in this one room. And there were false 
walls in shipping and receiving. And we had two one-seat bathrooms there. That really didn't work out.  

But one thing that worked out very well was hiring a lot of women, OK. Attracted a lot of women engineers 
on the thing. If we hadn't done that, the bathroom situation would have been much worse. Because at 
least we were able to divide the load up. (LAUGHING) So this is really important, actually.  

Hancock: They had to have contributed more than distributing the amount of--  

Pawlowski: They contributed a tremendous amount. So we had very talented engineers across the 
board. But I did muse that. At one point, we had the highest percentage of women engineers on any 
single project within NetApp. It was sort of interesting. So that worked out well.  

But the transition for the internal people was harder. Because we were doing things completely different. 
And I thought about it a lot. When you have a large group like ONTAP, which was thousands of people 
and subgroups within it, and one person joins from the outside and joins 15 people, then they basically 
have to do what 15 people do. We were making it up as we went along.  
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This was the sad part. Short of the equity stuff, we were going through most of the travails of a start-up 
company. I kept channeling my former self over and over and over again. What did we do? What did we 
worry about then? What did we worry about later on? What did we screw up? And tried not to get too 
worried about those screw-up parts, but did make changes and differences.  

And Manish Goel did reviews. Manish Goel and Nick Noviello, our CFO, were my VC's. They were 
creating money out of nothing. Because it wasn't in the annual operating plan for this. That was causing a 
lot of tension in the organization.  

But we were making everything new. We tried leveraging stuff, by the way. Where we could, we 
attempted to. We were able to leverage algorithms quite a bit. So we transformed RAID-DP from ONTAP, 
which is certainly the coolest RAID 6 algorithm out there, I think, still. And Peter Corbett-- names with 
everybody, right?  

We couldn't reuse the code. But we were able to reuse the algorithm. And that was a big boon to us. And 
there were cases where we could reuse some other parts of stuff.  

So basically focusing on solid-state-- fast-forwarding to the midpoints, I sat down with Manish and Nick 
separately and said, Manish was right. It's frightening the amount of IP we're creating. The lawyers were 
going crazy data mining us for patents.  

Hancock: What was the scale of that at that time in terms of patents, just some of the intermediate 
outputs?  

Pawlowski: I think we filed for 23 hardcore patents, maybe. And they were already being issued. They 
were fast-tracked and stuff like that. And that was in the base product. And there was still more stuff 
coming.  

If we weren't doing it, it would've been frightening. (LAUGHING) It would have been frightening. It was 
sort of like Manish's thesis, that you would create an entirely different set of IP, proved to be completely 
true. That made me extremely glad we were actually engaged in that investment.  

Hancock: Something to be proud of. So there's the IP part. And then tell me about the product and 
connecting with the market at that point.  

Pawlowski: Yeah, so that's the harder part. So one of the things that I was hell-bent on was that we had 
accreted some complexity into our product line over the years on ONTAP. And I was like, we can do this 
differently. As CTO, I had failed to move the needle enough in this regard-- a little bit, but not anywhere 
where I wanted it.  

But within building 15, and then building 14, I could rule. I could say, no, sorry, this is the way it's going to 
be. And my goals were noble to make it extraordinarily simple to use and simple to install and simple to 
provision, simple to hook an application up to it.  

Nearly immediate gratification of the storage system, like the early NetApp products. But this is a more 
complex world today. So when NetApp came out-- simpler, lower expectations, simpler things going on.  

So I collaborated with Brian Hackworth a lot, who was over in ONTAP land, who was working a lot on 
usability and user interface. He taught me everything I knew about the formalities of usability studies. 
That's why I said before about upgrading the production server for NetApp was, in retrospect, a usability 
study. I didn't know what a usability study was (LAUGHING) then. I certainly knew later on.  
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He helped guide a lot of the way we viewed it and what we could do differently in the UI. And we came up 
with an extreme-- and it's not only the UI. So here's the thing. We were like-minded for the most part in 
that building and extremely tight in our vision that the system itself should be simple from an architectural 
perspective, from a presentation perspective.  

We were going to get it all right to begin with. And then we were going to project that simply to the 
customer through the user interfaces. We weren't going to mask complexity. We were going to think this 
through and redo it if we had to.  

It was hard sometimes, I think, to be a purist and stuff. But I think it led to a product that we were all rather 
amazed at at the end.  

Hancock: Something to be proud of. I can tell that-- Brian, we could talk for a long time. I would like to do 
that. But I think we're almost out of time here. Eric, do we have time for just a couple questions?  

Dennis: Yeah.  

Hancock: OK  

Dennis: I've got--  

Hancock: Sorry, I didn't realize--  

Dennis: --30 more minutes of recording time. And he's off [INAUDIBLE] stuff so that we can keep going if 
needed.  

Hancock (LAUGHING): OK. We've hit capacity.  

Dennis: We've been filming all day.  

Pawlowski: OK. Yeah, sorry, I ramble. Go ahead.  

Hancock: Do you have time for a couple more questions?  

Pawlowski: Oh, yeah. I'm fine, I'm fine.  

Hancock: OK, great. Let's see.  

Pawlowski: Can I actually say something.  

Hancock: Yes.  

Pawlowski: Could I cap off the FlashRay stuff?  

Hancock: Yes, I was going to say I wanted to, before I was just aware when he was cutting in-- this is a 
really important capstone part of your career. But I wanted to give you an opportunity, too.  

Pawlowski: So I can make some unequivocal statements. Oh, let me make one footnote to the hiring. 
10% of the employees-- so how do I say this? There's like 36% transfers internal, 64% external. 10% of 
the people returned, so of the total population. I don't know how to say this. It's not 10% of the 64%. It 
was 10%. But they were all external.  
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10% of them were returnees to NetApp, former NetApp employees. It was fascinating. I sought them out, 
some incredibly talented people from the past, especially Florence Chan, my tech pubs person. She's like 
a Zen master of information engineering.  

And she learned some new tricks while she was out on whatever she was doing. I don't know what she 
was doing. But she was doing the UI pop-up help and stuff like that, in addition to the tech pub stuff. 
Yeah, she was still brilliantly simple in her approach to communication and everything.  

And that was one thing I was super proud of, the fact that NetApp people came back. I think it spoke of 
two things-- of their previous experience at NetApp and how they valued it, and their respect for how 
NetApp was, still, and then just the willingness to combine. Like, let's do this again. Because it was fun 
the first time. Going back to Dan's comment, let's have some fun now. And I think that was something that 
was super, super nice about the project.  

So success. Success is a two-edged sword. You asked me before, I think, when we started earlier on 
about, where's FlashRay going, product and stuff like that? So I've left NetApp. And that's still to be 
written.  

The one thing that, I think, NetApp is going to have to come to terms with is their own success. The NAS 
stuff was almost a predictor for the future, that the internal resistance to SAN-- the, why do we need to do 
this? Isn't NAS better? and stuff like that-- is playing out with ONTAP. ONTAP is the most widely-
deployed storage operating system in the world. That's a big burden. Success is a burden. So I'm not 
trying to be stupid here, by the way.  

There's concern about, if we have to do FlashRay, what does that mean about ONTAP? Why isn't 
ONTAP good for everything? And this just goes back to me and NFS and SAN. I'm like, I don't care. So 
all I want to do is make customers happy, make NetApp successful. And have fun while doing it would be 
really cool. But it's stressing out people within the company. And I think that's still a thing that's going on. 
And that's going to have to play forward.  

That said, I've talked to a couple of the engineers-- well, more than a couple-- the engineers on the 
project that have been somewhat around the block several times. And we've all come to the conclusion 
this was, far and away, the best project we ever worked on in our entire careers. And that's after an 
enormous number of really cool things at NetApp that I'd done before, for me, and then for others. It was 
a phenomenal, phenomenal experience. And I think the results of it are phenomenal, too. And then I'm 
wishing very much luck in their endeavors, even though I'm competing with them now. [LAUGHS]  

Hancock: That is part of the Valley, isn't it? Your career, as we wrap up, has spanned from companies 
that have grown, as well as died. You mentioned several of them-- Sun, National Semiconductor, and 
others. Let's pull back a little bit and ask, what observations do you have in terms of Silicon Valley as an 
ecosystem? And what are its strengths and vulnerabilities going forward? Maybe this idea of the double-
edged sword of success applies not only to successful companies, but successful regions.  

Pawlowski: So I have mixed feelings about an aspect of Silicon Valley. So I was 21 years at NetApp. 
That's rather startling in Silicon Valley, shall we say. I was adopted by some VCs. They would have these 
dinners for when they get people together and try to-- whatever their properties were with some corporate 
people and things like that and see if there's any synergy and partnership capabilities, whatever they do. I 
have no idea. I was going for the dinner. [LAUGHS]  

So but we'd go around the table. That person would say, I am a successful serial entrepreneur. I have 
started four companies in the past six years. And I've sold three of them, and I'm getting ready to sell my 
fourth one. And they'd come around to me. And at that time, I was 17 years at NetApp. And I said, I am 
the most boring person at this table. I have been 17 years at one company, NetApp, where I have done 
many different things and made many customers very happy.  
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Here's the thing that I am not into, personally. And so I don't know if it may not matter to Silicon Valley 
what my opinion is. NetApp never had anything other than its eyes set on growing, being good, getting 
products to customers, and aspiring to greatness, in a way. Sounds kind of sappy, right?  

My problem about going and talking to any other companies and things like that are, looking around, my 
bar is absurdly high at this point. And so at Sun-- make no mistake about it—[Scott] McNealy, [Andy] 
Bechtolsheim, and [Bill] Joy-- I had spent less time hearing Joy and stuff like that-- but they were brilliant. 
And they were trying to build for a lifetime, make a company that would take on the likes of IBM and HP. 
Certainly Sun gave a lot of indigestion to a bunch of people-- [LAUGHS] sorry, whoops-- took people out 
on the way. But in the end, they got absorbed into Oracle. And their claim to fame on that sale was that at 
least they were sold for much more than SGI was sold, whose building we might be in right now, 
something like that, right?  

Hancock: Indeed we are.  

Pawlowski: Yeah. Here's the thing. So this is my mixed feelings. There's an entrepreneurial spirit in 
Silicon Valley of which I've been part of in some fashion. And yet the company I ended up at-- I maybe 
could have stayed at Sun-- but the company I ended up at, NetApp, became a platform for an entire 
career, essentially. It's the majority of my career. It's unusual, I believe, here. But I think it was good. I 
think it was good for customers. I think it was good for the valley. I think one of the things, I think, Dave 
asked me one time when I started at NetApp was, if there's one thing from Sun that you could take into 
NetApp--  

By the way, I said if I had to point a finger at one thing that made the difference, I'd say Dan 
Warmenhoven. But don't underestimate Dave's impact here. But Dave asked me, when I first started-- 
within the first six months, probably-- if there's one thing at Sun that they did that you would want to do at 
NetApp, what you would want NetApp to be like, what would that thing be?  

And I said, Sun never held it against anyone to have dreams and to aspire to starting their own company. 
If they went out, tried it, skinned their knees, and came out looking for a job, Sun had no problem hiring 
these people back. They did not hold it against them that they wanted to be the same thing that Sun did. 
And that is high bar to do, as is NetApp is.  

So there's a lot of skinned knees out there in Silicon Valley. And Dave was like, huh, interesting. And I do 
believe that NetApp is that place. Witnessed the 10% people that came back to wherever they were in 
various places-- competition sometimes, or failed acquisitions, or whatever else they were wandering 
around the valley-- they came back and contributed again to NetApp's success.  

And so I think this thing about building for long-term value is something that I felt at Sun, I felt at NetApp. 
And maybe I have just a very overdeveloped sense of loyalty that I should work on. Because other people 
seem to not have it. [LAUGHS] But this is where I am.  

And I am now at a company where they have a similar belief system, by the way. It's about the only thing 
I could-- if not, I don't think I could do it. I don't think I could work for it. So I question the short-term stuff. I 
question the short-term flips, the acquisitions, little things, no long-term impact.  

I guess the second thing is-- I always think it's just the most hilarious thing in the world that Dave and 
James and Mike couldn't get money from anybody. (LAUGHING) when they started NetApp-- Network 
Appliance Some people-- like to me, I was like, this is brilliant. But nobody cared what I thought.  

Steve Kleiman came over a little while after me. And he was like, this is brilliant. He once made a claim, 
you could lay this on the president's desk at Sun Microsystems, and he wouldn't even understand it. If you 
lay the business plan under a desk, they'd never even get it.  
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And then the VCs didn't get it either. This is, I think, so how off the beaten path Dave and James and 
Mike were, that they didn't get funding. And maybe it was because they weren't known to the VCs, 
maybe. I'm not sure if they were or not. I never asked them that question.  

Somehow it seems that if you have a track record with a VC, serial entrepreneurship, successes under 
your belt, you made them some money, they're more apt to give you money or something like that now. 
So that makes it a little bit difficult to recognize the truly breakout kind of thinking and the innovation. But 
eventually, they got on board. [LAUGHTER]  

Hancock: Don Valentine's been happy ever since.  

Pawlowski: Yeah.  

Hancock: So I'm going to give you one last chance to give, if you would like to, a sentence or two of how 
you would sum up NetApp's legacy here in Silicon Valley, or NetApp's legacy, period.  

Pawlowski: When NetApp started, a lot of storage solutions were simply very simple aggregations of 
disk, probably dumb as doorknobs when it comes down to it, sort of inflexible in terms of how you can 
break up the storage, And it wasn't designed to scale. It was never on a path, eventually, to be a part of 
your infrastructure.  

I think that, very much so, if you look at the all-Flash arrays, this is where-- the VCs are pouring money 
into the all-Flash market. At one point, I counted 15. And then I stopped counting. And some of them are 
already gone, by the way-- consolidation or disappearing acts. They're like magicians out there making 
companies disappear. [LAUGHS] Poof, they're gone. There's no way that 15 companies can exist in a 
space.  

If you look at the products they're doing, the feature sets of those products are, by default, the feature 
sets that NetApp had. Going back to snapshots, the equipment NetApp that-- we built this company on 
snapshots. One couldn't imagine buying a storage system today that didn't have zero-cost snapshots.  

Well, the all-flash arrays out there, they're zero-cost snapshots, storage efficiency, deduplication in 
primary storage, these things are reducing the cost of storage, commodity components in a big way being 
used in storage solutions, clever software built on top of commodity components.  

There's certainly other trends around. There's cloud, Amazon. People are putting their storage 
someplace, and they have no idea what's going on behind the curtains there and stuff like that. These 
things are all playing out around NetApp. But if you look at the storage market as it stands today, it's still 
there somewhere, $30 billion or more.  

You see the influence of people's expectations and of the engineers that started companies-- and some 
of whom came from NetApp-- started other companies and that the homage to NetApp's approach to 
virtualizing storage and providing data management capabilities to customers so that they can more 
efficiently and productively and less expensively deploy applications.  

It's the norm now. You'd be hard-pressed to sell a product that didn't have the features that NetApp kind 
of put on the map, for the most part. So that's kind of cool.  

Hancock: Perfect way to end. Thank you so much.  

Pawlowski: OK.  

Hancock: Thank you very much, Brian.  
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Pawlowski: OK.  

END OF INTERVIEW 


